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Executive Summary 
 

 

This report provides an overview of GAO Group, a conglomerate comprising several leading 

companies in the electronics industry, with a particular focus on GAO Tek Inc. GAO Group is 

headquartered in Toronto, Canada, and has established a global presence with marketing, sales, 

customer support, manufacturing, and research and development facilities across various 

countries, primarily in Canada, the USA, and Europe. 

GAO Group's journey began with the founding of GAO Research Inc. in 1992, which quickly 

gained recognition as an R&D powerhouse in the embedded industry. Over the years, GAO 

Group has expanded into a conglomerate of fast-growing companies, boasting an extensive 

international customer base and a robust network of partners across diverse industries 

worldwide. GAO Tek Inc., a member of GAO Group, stands out as an international leader in 

providing embedded development tools, telecommunication testers, electronic measurement 

instruments, video surveillance, alarm systems, and other electronic products to meet the needs 

of professionals in the electronics field worldwide. With a focus on quality and value, GAO Tek 

Inc. has experienced significant growth since its inception in 2001, evolving from GAO 

Engineering to encompass a broad spectrum of products, including RFID solutions. In addition 

to GAO Tek Inc., GAO Group comprises subsidiaries such as GAO RFID Inc., a prominent 

supplier of RFID products, and GAO Research Inc., which specializes in embedded 

communications software. With a commitment to innovation and customer satisfaction, GAO 

Group has deployed cutting-edge technologies across its facilities to support functions such as e-

commerce, inventory management, CRM, project management, and supply chain management, 

ensuring unparalleled service to its vast global clientele.  

In conclusion, this report underscores GAO Group's position as a leader in the electronics 

industry, with GAO Tek Inc. serving as a flagship entity within the conglomerate. Through its 

dedication to quality, innovation, and customer-centricity, GAO Group continues to drive 

forward, poised for sustained growth and success in the dynamic global market landscape. 
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1 Background of the problem 

1.1 Introduction 

GAO Tek Inc. has established itself as a significant player in the global market for advanced 

electronic products, serving a diverse range of industries with its comprehensive suite of test 

instruments, telecommunication testers, and electronic measurement instruments. Founded in 

1992 as GAO Research Inc., the company quickly gained a reputation for its robust R&D 

capabilities and innovative solutions. 

Over the decades, GAO Tek Inc. has expanded its product lines and services to meet the 

evolving needs of electronic professionals worldwide. With its headquarters in Toronto, Canada, 

and a strong presence in the USA and Europe, the company has developed a vast network of 

VARs, distributors, resellers, and strategic partners across various industries.  

As the company navigates through a highly competitive landscape, strategic marketing practices 

become crucial for maintaining its market position and driving growth. The challenge lies in 

continuously adapting and implementing effective marketing strategies that resonate with the 

target customer segments while leveraging the latest technological advancements. 

The strategic marketing practices of GAO Tek Inc. are not just about its products; they are about 

creating value, fostering innovation, and building lasting relationships with customers. This 

report aims to delve the intricacies of these practices, examining how they contribute to the 

company‟s success and what lessons can be learned for future marketing endeavors.  
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1.2 Topic of the Report 

The topic of the report is “The Strategic Marketing Practices of GAO Tek Inc.”, it is a 

comprehensive analysis of the marketing strategies employed by GAO Tek Inc., a leading 

provider of electronic products and services. This report will explore how the company positions 

itself in the competitive electronic market, the effectiveness of its marketing mix, and the impact 

of its marketing initiatives on business growth and customer engagement. Key areas of focus 

include: 

 Market positioning 

 Marketing Strategies 

 Product Offerings 

 Customer Engagement 

 Performance Metrics 

1.3 Origin of the Report 

The origin of the report on “The Strategic Marketing Practices of GAO Tek Inc.” can be traced 

back to the need for a comprehensive understanding of the company‟s marketing strategies in the 

context of the evolving business landscape. The report is conceived as a critical examination of 

the company‟s approach to marketing, considering the historical development of marketing 

practices and their current application within GAO Tek Inc. 

Historical Context of Marketing Practices 

The history of marketing is rich and varied, stretching back centuries. However, it was during the 

Industrial Revolution that marketing began to take on a form recognizable today, with mass 

production and broader reach to consumers. The Sales Era followed, marked by increased 

competition and a focus on selling as many units as possible, often at the expense of customer 

experience or product quality. 

As the 20
th

 century progressed, marketing strategies evolved from traditional methods like print 

media and radio to more targeted approaches, recognizing the importance of reaching specific 

market segments. The digital revolution further transformed marketing, introducing strategies 
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such as email marketing, search engine optimization (SEO), and pay-per-click advertising, which 

leveraged the internet‟s reach and data capabilities.  

In the 21st century, the rise of social media and content marketing changed the game again, 

allowing for more personal engagement with consumers and the creation of valuable relevant 

content to attract and retain a clearly defined audience. Today, marketing strategies are 

increasingly sophisticated, utilizing personalization an AI to tailor messages to individual 

consumers and create immersive brand experiences. 

GAO Tek Inc.’s Marketing Evolution 

Against this backdrop, GAO Tek Inc.‟s marketing practices are a reflection of both the 

company‟s adaptation to these historical trends and its innovative strategies that align with 

contemporary marketing principles. The report aims to explore how GAO Tek Inc. has integrated 

traditional marketing wisdom with modern digital tactics to establish a strong market presence 

and foster customer loyalty.  

By examining the strategic marketing practices of GAO Tek Inc., the report seeks to provide 

valuable insights into effective marketing in today‟s digital age and to offer a blueprint for other 

companies looking to enhance their marketing strategies. 

1.4 Background of the Report 

The background of the report is rooted in the need to critically analyze and understand the 

marketing strategies that have propelled GAO Tek Inc. to its current position in the electronics 

market. This report is initiated to explore the company‟s approach to strategic marketing, which 

encompasses a range of practices from market research and product development to customer 

engagement and brand management.   

GAO Tek Inc., a member of GAO Group, is an international leading provider of electronic 

products that serve the needs of professionals worldwide. With a history dating back to 1992, the 

company has consistently demonstrated a commitment to innovation and quality in its offerings. 

The conglomerate has expanded its reach globally, with a significant presence in North America 

and network of VARs distributors, resellers, and strategic partner in various industries.  
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1.5 Objective of the Report 

The objective of the report is to analyze and evaluate the strategic marketing practices of GAO 

Tek Inc., with a focus on understanding how the company‟s marketing strategies contribute to its 

competitive advantage and market growth. The report aims to identify key marketing tactics, 

assess their effectiveness, and provide insights that could guide future marketing initiatives for 

sustained business success.  

1.5.1 General Objective 

The general objective of the report is to provide a strategic analysis of GAO Tek Inc.‟s 

marketing practices, with the aim to understand and evaluate the effectiveness of these strategies 

in achieving the company‟s business goals and enhancing its marketing position. 

1.5.2 Broad Objective 

To provide a strategic overview of GAO Tek Inc.‟s marketing practices, assess their alignment 

with the company‟s business goals, and offer actionable insights for enhancing marketing 

effectiveness and driving sustainable growth.  

1.5.3 Specific Objective 

The report that I have to do as marketing student, must have some specific objectives. The 

specific of the report is to explore the Marketing strategy of “GAO Tek Inc.”. 

 To identify and describe the key marketing strategies employed by GAO Tek Inc.  

 To evaluate the effectiveness of these strategies in achieving the company‟s marketing 

goals. 

 To analyze the impact of GAO Tek Inc.‟s marketing practices on its market position and 

growth. 

 To assess customer engagement and satisfaction resulting from the company‟s marketing 

efforts. 
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 To provide recommendations for enhancing GAO Tek Inc.‟s marketing strategies based 

on the analysis. 

 

1.6 Scope of the Report 

The scope of the report encompasses a detailed examination of GAO Tek Inc.‟s strategic 

marketing practices, including the analysis of market positioning, marketing mix, customer 

engagement, and the effectiveness of these strategies in achieving the company‟s business 

objectives. It also aims to provide recommendations for future marketing strategies based on 

findings. The report will cover the company‟s marketing activities within the context of the 

current electronic products market and its competitive environment. 

1.7 Methodology of the Report 

For smooth and accurate study everyone has to follow some rules and regulations. The study 

inputs ware collected from two sources: 

1.7.1 Primary Source 

The primary sources of the report will include: 

 Interview Transcripts: Conversations with marketing professionals and executives at 

GAO Tek Inc. 

 Statistical Data: Sales figures, market share data, and customer engagement metrics from 

GAO Tek Inc.‟s internal reports. 

 Official Documents: Marketing plans, strategy documents, and internal communications 

within GAO Tek inc. 

 Observational Research: First-hand observations of marketing practices in action within 

GAO Tek Inc. 

These sources will provide direct evidence and firsthand accounts that are essential for a 

comprehensive analysis of the company‟s strategic marketing practices.  
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1.7.2 Secondary Source 

The secondary sources for the report will include: 

 Academic Journals 

 Industry Reports 

 Books 

 News Articles 

 Conference Proceedings 

 Theses and Dissertations 

 Online Database 

1.8 Limitations  

The limitation of the report on “The Strategic Marketing Practices of GAO Tek Inc.” may 

include: 

 Scope limitation 

 Data availability 

 Time constraints 

 Geographical focus 

 Methodological constraints 

 Generalizability  

2 Organization Part 

Vision 
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GAO Tek Inc. is based on the vision “To be the global leader in the electronic industry, 

recognized for our pioneering spirit and commitment to excellence, driving progress and 

transformation in digital age.” 

Mission 

GAO Tek Inc.‟s mission is “To empower the technological sectors by providing advanced and 

reliable electronic solutions, fostering innovation, and facilitating seamless integration of cutting-

edge technology into everyday business operations.” 

Organogram 

 

Figure-2.1: GAO Tek Inc. organogram 

2.2 Portfolio 

 Cable Instrument and Equipment 

 Fiber Optic Instruments 
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 PSTN Testers 

 Wireless Testers & Instruments 

 Test Instruments 

2.2.1 Cable Instrument and Equipment 

Includes CATV Meters & Instruments, CCTV & Video Equipment, and Ethernet Equipment 

 

 

2.2.2 Fiber Optic Instruments 

Offers OTDP and locators, splicers, meters, sources and attenuators, switches and converters, 

and other related products. 

2.2.3 PSTN Tester 

Comprises xDsl Testers, E1 Testers, Line Testers and Analyzers for telecom network 

maintenance. 

2.2.4 Wireless Testers & Instruments 

Provides handheld systems for testing mobile devices, communications, and network. 

2.2.5 Test Instruments 

Features arrange of electrical testers such as clamp meters, spectrum analyzers, and digital 

oscilloscopes. 

3 Project Part 

3.1 Situation Analysis 

The situation analysis of GAO Tek Inc. would encompass an evaluation of the company‟s 

current market position, competitive environment, internal capabilities, and external 

opportunities and threats. 
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 Market Position: GAO Tek Inc. is recognized as a leading supplier of test and 

measurement equipment, serving customers in 50 countries with a wide range of products 

for various industries. 

 Product Portfolio: The company offers a diverse array of products, including fiber optic 

instruments, telecommunication testers, environmental test instruments, and electronic 

and electrical test meters. 

 Innovation and R&D: While a history of over four decades, GAO Tek Inc. has 

established itself as an R&D powerhouse. Continually innovating and expanding its 

product lines. 

 Customer Base: GAO Tek Inc. has an extensive network of VARRs, distributors, 

resellers, and strategic partners, indicating a string customer base and market reach. 

 Competitive Landscape: While specific competitors are not mentioned, GAO Tek Inc. is 

noted in market reports as a key player, indicating a competitive stance in the industry. 

 

3.2 Threat of New Entrants 

The threats of new entrants in the electronics industry is influenced by factors such as high 

capital requirements, brand loyalty, economies of scale, access to distribution channels, and 
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technological advancements. These barriers can deter new companies from entering the market 

competing with established firms like GAO Tek Inc. 

3.3 Brand Loyalty 

Brand loyalty for GAO Tek Inc. is reflected in its customer base‟s commitment and preference 

for its products and services. The company is known for the high quality and good value of its 

offerings, which has helped it to establish a loyal customer base across more than 50 countries. 

This loyalty is supported by GAO Tek Inc.‟s strong technical support team, which provides 

excellent customer service, further reinforcing the trust and reliability customers place in the 

brand.  

 

 

3.4 Government Regulations 

GAO Tek Inc. adheres to a variety of government regulations to ensure compliance with safety, 

health, and environmental standards. This includes- 

 Occupational Safety and Health Administration (OSHA) regulations, such as OSHA 29 

CFR 1910.269, which pertain to the safety of employees in the workplace. 

 International Standards Organization (ISO) regulations, like ISO 7726 for the thermal 

environments and ISO 61400-12 for wind turbines. 

 Environmental Regulations, such as Clean Water Act and Safe Drinking Water Act in 

North America, which govern the impact of businesses on water quality. 

Additionally, GAO Tek Inc.‟s products comply with industry-specific standards and regulations 

to meet the requirements of various global markets, including Canada, Mexico, and Europe. 

Compliance with these regulations is crucial for maintaining product quality, safety, and 

environmental integrity. 

3.5 Economies of Scale 
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GAO Tek Inc. benefits from economies of scale through its extensive global operations, which 

include marketing, sales, customer support, manufacturing, and R&D facilities in various 

countries. This international presence allows GAO Tek Inc. to spread costs over a large output, 

leading to cost savings and competitive pricing for its customers. The company‟s growth and 

expansion over the years have enabled it to achieve operational efficiencies and leverage its scale 

to enhance its market position. 

3.6 Rivalry among Established Companies 

Rivalry among established companies in the electronic test equipment market is intense, with 

several key players competing on innovation, quality, and pricing. GAO Tek Inc. is mentioned in 

various market reports as leading supplier of fiber and other test equipment, indicating its strong 

position in the market. 

However, the company faces competition from other firms that also offer advanced technological 

products and services. This competitive environment drives GAO Tek Inc. to continually 

improve its offerings and maintain a competitive edge through research and development, 

customer service, and strategic marketing initiatives.  

3.7 Competitive Structure 

 Global Presence: GAO Tek Inc. is part of the GAO Group, with a strong global presence 

and facilities in various countries. 

 Product Range: Offers a wide range of products including embedded development tools, 

telecommunication testers, electronic measurement instruments, and more. 

 Customer Base: Serves an international customer base, including leading electronics, 

communications, and semiconductor companies. 

3.8 Demand Condition 

 Aquaculture Impact: Provides water quality testers crucial for maintaining optimal 

conditions in aquaculture systems. 

 Product Diversity: Offers testing and measurement devices, network product, RFID, 

BLE, IoT, and drones to meet corporate customer needs. 
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3.9 Exit Barriers 

Exit barriers are obstacles that prevent a company from leaving a market or industry. These can 

include economic, strategic, and emotional factors. For GAO Tek Inc., potential exit barriers 

could be: 

 Economic Barriers: Costs associated with existing, such as severance pay, pension 

liabilities, and the loss of investment in the specialized equipment. 

 Strategic Barriers: Long-term contracts or partnership that must be honored, or potential 

loss of complementary business units. 

 Emotional Barriers: The company‟s commitment to employees, customers, and region it 

operates in could making exiting difficult. 

 

 

3.10 Buyers Power 

Buyer power refer to the ability to customers to influence the pricing and quality of products and 

services. This is often determined by how many buyers are in the market, the significance of 

each buyer to the company, and how much it would cost them to switch from one company to 

another. 

 Large Volume Purchases: If a customer purchase large volumes of GAO Tek‟s products, 

such as their Multifunction Optical Power Meter, they may have the leverage to negotiate 

better terms or discounts due to the significant business they represent. 

 Standardize Products: Since GAO Tek offers products like Environmental Test 

Instruments that might be available from other suppliers, buyers could have the power to 

demand lower prices or higher quality, knowing they can find alternative suppliers. 

 Switching Costs: If the switching costs are low, buyers have more power because they 

can easily switch to a competitor‟s product if they are not satisfied with GAO Tek‟s 

offerings. 
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 Informative Availability: Buyers are more empowered when they have full information 

about the products and market, which is likely in GAO Tek‟s industry given the technical 

nature of their products and the research customers must do before purchasing. 

3.11 Supply Power 

In the context of GAO Tek Inc., supplier power could be influenced by several factors. 

 Number of Suppliers: If there are few suppliers for the specialized components that GAO 

Tek requires for its test instruments and meters, these suppliers may have significant 

bargaining power. 

 Uniqueness of Service or Product: Suppliers offering unique or highly differentiated 

products that GAO Tek incorporates into its devices, like specific sensors or proprietary 

components, can exert more power over pricing and terms. 

 Switching Costs: If it‟s costly or time-consuming for GAO Tek to switch supplier, 

perhaps due to the need for retooling or recalibrating equipment, then existing suppliers 

have increased power. 

 Supplier Brand: Supplier with a strong brand reputation for quality and service can 

command more influence, as their association may enhance GAO Tek‟s product 

offerings. 

 Volume of Supply: If GAO Tek is a significant customer for a supplier, the company may 

be able to negotiate better terms due to the volume of business it represents. 

3.12 Threat of Substitute Products 

The threat of substitute products is a significant factor in strategic planning, as it can impact a 

company‟s market share and profitability. For GAO Tek Inc., the threat of substitutes would 

involve assessing products that could potentially replace GAO Tek‟s offerings in the market. 

 Technological Advancements: Rapid advancements in technology could lead to the 

development of new products that serve the same function as GAO Tek‟s test instruments 

and meters but with different technologies or more advanced features. 
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 Price Sensitivity: If substitute products are available at a lower price, customers may opt 

for these alternatives, especially if the price difference is significant and the products are 

deemed „good enough‟. 

 Quality and Performance: Substitute that offer similar or better quality and performance 

compared to GAO Tek‟s products could pose a threat, particularly if they come with 

innovative features or enhance usability. 

 Customer Preferences: Changes in customer preferences and needs can also influence the 

threat level of substitutes. If customers begin to favor different methods or tools for 

testing and measurement, GAO Tek‟s products could face substitution threats. 

 Market Accessibility: The ease which customers can access substitute products, whether 

due to improved distribution channel or increased availability, can also affect the threat 

level. 

 

 

 

 

 

 

3.13 SWOT Analysis 

Strengths 

1. High-Quality Products: GAO Tek Inc. is known for producing high-quality test instruments 

and meters that meet stringent industry standards. This reputation for quality enhances customer 

trust and loyalty, providing a competitive edge in the market. 

2. Strong Technical Support: The company offers robust technical support to its customers, 

ensuring that any issues or queries are promptly addressed. This support helps in maintaining 

customer satisfaction and fosters long-term relationships. 
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3. Significant Employee Growth: GAO Tek Inc. has seen considerable growth in its employee 

base, which indicates a healthy business expansion. A larger workforce can lead to increased 

innovation, productivity, and the ability to take on more projects. 

Weaknesses 

1. Lack of Proper Distribution Channels: One of the major weaknesses of GAO Tek Inc. is the 

absence of well-established distribution channels. This shortcoming can hinder the company‟s 

ability to reach a wider customer base and efficiently deliver products. 

2. Lack of Proper Supply Chain: Inefficiencies in the supply chain can lead to delays and 

increased costs. This weakness affects the overall operational efficiency and can result in 

customer dissatisfaction due to delayed product deliveries. 

Opportunities 

1. Expansion into New Markets: There is significant potential for GAO Tek Inc. to expand its 

operations into new geographic regions and markets. Entering new markets can diversify the 

company‟s revenue streams and reduce dependency on existing markets. 

2. Further Innovation in Product Offerings: Continued investment in research and development 

can lead to innovative products that meet emerging customer needs. This opportunity allows 

GAO Tek Inc. to stay ahead of competitors and capture a larger market share. 

 

Threats 

1. Substitute Products: The presence of substitute products poses a significant threat to GAO Tek 

Inc. These substitutes can offer similar functionalities at lower prices, making it challenging for 

the company to maintain its market share. 

2. Intense Competition in the Technology Sector: The technology sector is highly competitive, 

with many companies vying for market dominance. Intense competition can lead to price wars, 

reduced profit margins, and the constant need for innovation to stay relevant. 
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3.14 Marketing Mix 

Every marketer has heard of the four P‟s - product, price, place, and promotion. They are the 

foundation of many marketing educations and the cornerstones of many marketers‟ practices. A 

new marketing mix has begun to emerge, no longer based on the four P‟s. This New Marketing 

Mix is based on the Four C‟s - create, connect, correct and cancel. 

3.14.1 4 C’s of Marketing Mix 

3.14.1.1 Create 

GAO Tek Inc. focuses on creating value through its diverse range of test instruments and meters. 

The company invests in research and development to innovate and create products that meet the 

evolving needs of its customers in various industries. 

3.14.1.2 Connect 

Connection with customer is achieved through multiple channels. GAO Tek Inc. may use digital 

marketing strategies, including social media, to engage with its audience. They also organize 

virtual events and conferences to connect with customers, partners, and industry professionals. 

3.14.1.3 Correct 

GAO Tek Inc. likely emphasizes customer feedback to correct and improve its offerings. This 

could involve post-sale support, customer service, and incorporating customer input into product 

development to ensure that their products remain competitive and relevant. 

3.14.1.4 Cancel 

The „cancel‟ aspect could refer to GAO Tek Inc.‟s approach to discontinue products that no 

longer align with market needs or the company‟s strategic direction. This ensures that their 

portfolio remains focused and efficient, contributing to the overall strength of the brand.  

3.14.2 4 P’s of Marketing 
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The 4 P‟s of marketing, also known as the marketing mix, are a foundational framework in 

marketing that GAO Tek Inc. can apply to its strategy. 

Product 

Product Objective 

To provide innovative and reliable test and measurement equipment that meets the evolving 

needs of electronic professionals. 

Product Strategy 

GAO Tek Inc. focuses on continuous research and development to enhance its product offerings, 

ensuring they incorporate the latest technology and meet industry standards. 

Price 

Price Objective 

To offer competitive pricing that reflects the value and quality of the products while ensuring 

market competitiveness and profitability. 

Price Strategy 

The company may employ a variety of pricing strategies such as cost-plus, value-based, or 

competitive pricing, depending on the product and market conditions. 

Place 

Place Objective 

To ensure that GAO Tek Inc.‟s products are easily accessible to customers globally through 

efficient distribution channels. 

Place Strategy 

Utilizing a mis of direct sales, online marketplaces, and partnerships with distributors to reach a 

wide customer base and provide prompt delivery. 
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Promotion 

Promotion Objective 

To build brand awareness and generate demand for GAO Tek Inc.‟s products through effective 

communication and marketing tactics.  

Promotion Strategy 

The company likely uses a combination of advertising, personal selling, sales promotions, and 

public relations to promote its products and engage with customers. 

 

3.15 Pricing Policy 

As a leading supplier of test and measurement equipment, GAO Tek Inc. likely employs a 

competitive pricing strategy that reflects the quality and value of its products. The company‟s 

approach to pricing may consider factors such as production costs, market demand, competition, 

and innovation to ensure that its offerings are both affordable for customers and sustainable for 

the company.  
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3.16 Distribution Channel 

GAO Tek Inc.‟s distribution channel is extensive and includes a variety of methods to ensure 

their products reach customers globally. 

 Direct Sales: GAO Tek Inc. sells product directly to customers through its website, 

offering a range of electronic and test measurement equipment. 

 Global Network: The company has a vast network of VARs (Value-Added resellers), 

distributors, resellers, and strategic partners in diversified industries worldwide. 

 E-Commerce and Inventory Management: GAO Tek Inc. utilizes state-of-art technologies 

to support functions such as e-commerce and inventory management across all its 

facilities. 

 Customer Support: With marketing, sales, and customer support facilities in various 

countries, GAO Tek Inc. ensures that customers receive the support they need whenever 

they are located. 

3.17 Promotional Strategies of GAO Tek Inc. 

GAO Tek Inc. employs a variety of promotional strategies to communicate with its target 

audience.  

3.17.1 Advertising 

GAO Tek Inc. likely uses advertising to reach a broad audience through various channels. This 

could include online ads on industry-related websites, social media platforms, and possibly trade 

publications. The goal is to create awareness about their product their products and services and 

to establish a strong brand presence. 

3.17.2 Personal Selling 
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Personal selling involves direct interaction between sales representatives and potential 

customers. GAO Tek‟s sales team may engage in face-to-face meetings, video conferences, or 

phone calls to build relationships with clients, understand their needs and offer tailored solutions. 

3.17.3 Sales Promotion 

Sales promotions are short-term incentives to encourage the purchase or sale of a product or 

service. GAO Tek might offer discounts, coupons, or bundle deals to stimulate interest and 

prompt immediate from customers. 

3.17.4 Publicity 

Publicity involves gaining media coverage to enhance the company‟s image and public visibility. 

GAO Tek could leverage press releases, interviews, and participation in industry events to 

generate positive media attention and highlight their technological advancements and 

contributions to the industry. 

3.17.5 Outdoor Advertising 

 Drone Advertising: GAO Tek has explored the use of drones in advertising, which can 

carry banners through the skyline, offering a novel and eye-catching approach to outdoor 

advertising. 

 Outdoor Kiosk Display Screens: The company offers outdoor kiosk display screens, 

which are likely used for advertising purpose, showcasing product information and 

advertisements in high-traffic areas. 

 Touch Screen Advertising Displays: GAO Tek also provides touch screen advertising 

displays, which can be used in outdoor settings to interactively engage potential 

customers. 

 Indoor Advertising Stand Scree Display: While primarily for indoor use, these stand 

screen display can be placed in semi-outdoor environments like shopping malls or 

covered pedestrian areas to attract attention. 

3.17.6 Special Sales Drive 

 Limited-Time Discounts 
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 Bundle Deals 

 Referral Incentives 

 Trade-In Offers 

 Seasonal Promotions 

 Online Flash Sales 

 Loyalty Rewards 

3.18 Target Market  

GAO Tek Inc.‟s target market includes professionals and organizations in need of advanced 

testing equipment. Some key segments of their target market are given below: 

 Electronics and Telecommunications 

 Industrial and Environmental Testing 

 Agriculture and Agri-food 

 Network and IoT 

 Global Reach 

3.19 Competitor Analysis of GAO Tek Inc. 

GAO Tek Inc. operates in a competitive market with several key players. Here‟s an analysis of 

some of its competitors: 

 MARCOMM Integrated Business Solutions: Specializes in integrated business solution 

and has a revenue of $43.6M with 134 employees. 

 Vianet Internet Solutions: Provides internet solutions with a revenue of $147.1M and 362 

employees, focusing on personalized services. 

 Uptown Communications: A smaller competitor with a revenue of %25.4M and 78 

employees, focusing on personalized services. 

 Wireless DNA: Offers wireless solutions with a revenue of $51.8M and 77 employees, 

showing significant growth. 

 RYCOM: A company with a revenue of $32.2M and 99 employees, despite a decrease in 

employee count. 
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 Mitel: A major player in market with a substantial revenue of $3073.5M and 6755 

employees, reflecting its large-scale operations. 

 Virgin Mobile Canada: With a revenue of $509.6M and 1120 employees, it‟s a strong 

competitor in the mobile communications sector. 

 Redline Communications: Specializes in communication solution with a revenue of 

$57.2M and 160 employees. 

 Stratics Networks: A smaller firm with a revenue of $8.3M and 32 employees, focusing 

on niche markets. 

 OZ Optics: Engaged in fiber optics with a revenue of $75.1M and 210 employees, 

showing a focus on innovation and technology.  

3.20 Positioning 

GAO Tek Inc. positions itself as a leading supplier od high-quality engineering products, 

focusing on test and measurement equipment for various industries. The company‟s positioning 

strategy involves: 

 Innovation: Emphasizing the technological advancement and innovation of their 

products. 

 Quality: Ensuring that all products meet high standards of quality and reliability. 

 Versatility: Offering a wide range of products to cater to different industry needs, from 

factories to hospitals and offices. 

 Global Reach: Serving the needs of electronic professionals worldwide, indicating a 

broad and inclusive market approach. 

 Customer-Centric: Providing solutions that enhance customer operations, such as 

accurate positioning GPS systems and IoT development kits. 

3.21 Product Management  

Product management at GAO Tek Inc., involves overseeing the development, marketing, and 

sale of its test instruments and meters. 

 Product development 

 Product portfolio 
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 Quality assurance 

 Market analysis 

 Customer feedback 

 Lifecycle management 

 Cross-functional collaborations 

 Strategic planning 

3.22 PLC (Product Life Cycle) of GAO Tek Inc. 

Introduction (0-20%) 

 0-5%: Product launch, initial marketing efforts, low sales. 

 5-10%: Early adopters start buying, feedback leads to product adjustments. 

 10-15%: Market awareness grows, sales begin to increase. 

 15-20%: Distribution channels are established, market penetration starts. 

Growth (20-50%) 

 20-30%: Rapid sales growth, more competitors enter the market. 

 30-40%: Market share increases, economies of scale improve profitability. 

 40-50%: Brand recognition strengthens, product variations may be introduced. 

Maturity (50-80%) 

 50-60%: Sales growth slows, market saturation begins. 

 60-70%: Competition intensifies, focus shifts to maintaining market share. 

 70-80%: Sales peak, product features become more standardized. 

Decline (80-100%) 

 80-85%: Sales and profits begin to decline as market interest wanes. 

 85-90%: Product may be overhauled or rebranded to extend life cycle. 

 90-95%: Decision to discontinue the product may be considered. 

 95-100%: Product is phased out, resources are reallocated to new products. 
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3.23 Push & Pull Strategy 

GAO Tek Inc. likely employs both push and pull marketing strategy to promote its products and 

services. 

Push Strategy 

 Trade Shows 

 Personal Selling 

 Trade Promotions 

Pull Strategy 

 Advertising 

 Online Presence 

 Customer Engagement 
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4 Findings 

4.1 Findings and Analysis of Different Pack Size 

Below is a table that outlines the findings and analysis of different pack size for GAO Tek Inc.‟s 

products, including costs associated with each: 

Pack Size Products Cost (USD) Analysis 

Small Fiber Optic 

Instruments 

$200 Suitable for 

individual 

professionals or small 

businesses. Higher 

per-unit cost but 

lower initial 

investment 
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Medium Telecommunications 

Tester 

$1000 Ideal for mid-sized 

companies. Balanced 

cost-to-quantity ratio, 

offering moderate 

discounts. 

Large  Electronic Test 

Meters 

$4500 Best for large 

enterprises or bulk 

orders. Lower per-

unit cost, significant 

volume discounts. 

Small Digital Sound Level 

Meter 

$150 Perfect for on-site 

technicians requiring 

portable and 

affordable equipment. 

Medium Cooper AI 

Conductivity Tester 

$850 Favored by industrial 

plants for routine 

quality checks. Good 

balance of cost and 

functionality. 

Large Cable Fault Locator $3800 Essential for tele 

companies managing 

extensive network 

infrastructures. 

Economical for large-

scale deployments.  

 

4.2 Finding and Analysis of Users of GAO Tek Inc.’s Products  



36 
 

 

 Electronics: This segment would have the highest bar, indicating that a significant portion 

of GAO Tek‟s user base comes from the electronics industry, possibly around 40%. 

 Telecommunications: The next tallest bar represent the telecommunications industry, 

which could account for about 30% of the users. 

 Industrial Testing: A slightly shorter bar shows industrial testing users, making up about 

20% of the deal. 

 Environmental Monitoring: The smallest bar represents the environmental monitoring 

segment, accounting for the remaining 10%. 

4.3 Finding and Analysis of Everyday Purchase 
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 Electronics: This segment shows a consistent demand with a slight increase towards the 

end of the month, indicating steady market engagement and possibly new product 

releases or technological advancements driving purchases.  

 Telecommunications: The purchases in this sector show moderate variability, with some 

peaks that could correspond to specific marketing campaigns or bulk purchase deals. 

 Industrial Testing: The trend here us relatively stable with a few fluctuations, which 

might reflect periodic testing cycles or project-based purchasing patterns in the industry. 

 Environmental Monitoring: This segment has the lowest purchase numbers, which could 

be due to the niche market or the specialized nature of the products. This slight increase 

at the end of the month might be related to budget cycles or environmental compliance 

deadlines. 
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4.4 Finding and Analysis of New Brand-Opinion 

 

 Very positive (40%): This largest slice indicates a strong brand reputation, with many 

customers expressing high satisfaction with GAO Tek Inc.‟s products and services. 

 Somewhat Positive (30%): The second-largest segment shows that a significant number 

of customers have a god opinion of the brand, though with some reservations. 

 Neutral (20%): A smaller portion of customers might be indifferent or have not formed a 

strong opinion about the brand. 

 Negative (10%): The smallest slice represents a minority of customers who have had 

negative experience or perceptions of GAO Tek Inc.  

 

  

Brand Opinion at GAO Tek Inc. 

Very Positive Somewhat Positive Neutral Negative
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5 Financial Analysis 

5.1 Total Cost of the Project 

Item Cost (USD) 

Research and Development 500,000 

Production 1,000,000 

Marketing 200,000 

Distribution 300,000 

Miscellaneous 1000,000 

Total Cost 2,100,000 

 

5.2 Means of Finance 

Source Amount (USD) 

Equity 1,000,000 

Long-term Loans 800,000 

Short-Term Credits 300,000 

Total Finance 2,100,000 
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5.3 Income Statement 

Year Revenue 

(USD) 

Cost of 

Goods Sold 

(USD) 

Gross Profit 

(USD) 

Operational 

Expenses 

(USD) 

Net Income 

(USD) 

1  3,000,000 1,500,000 1,500,000 500,000 1,000,000 

2 3,500,000 1,750,000 1,750,000 550,000 1,200,000 

3 4,000,000 2,000,000 2,000,000 600,000 1,400,000 

4 4,500,000 2,250,000 2,250,000 650,000 1,600,000 

5 5,000,000 2,500,000 2,500,000 700,000 1,800,000 

 

 

 

5.4 Balance Sheet 

Year Assets (USD) Liabilities (USD) Equity (USD) 

1 4,000,000 1,200,000 2,800,000 

2 4,5000,000 1,000,000 3,500,000 

3 5,000,000 800,000 4,200,000 

4 5,500,000 600,000 4,900,000 

5 6,000,000 400,000 5,600,000 
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6 Ending Remarks 

6.1 Future Course of Action 

GAO Tek Inc. has consistently demonstrated a commitment to innovation and quality in its 

strategic marketing practices. As a leading provider of advanced testing equipment, the company 

has carved out a significant niche in the global market. The future courses for GAO Tek Inc. are 

poised to build on this solid foundation with a focus on several key areas: 

 Embracing technological Advancements: GAO Tek Inc. will continue to leverage 

cutting-edge technology to develop new products and enhance existing ones. By staying 

at the forefront of technological advancements, the company aims to offer unparalleled 

value to its customers. 

 Expanding Global Reach: With a strong presence in North America, GAO Tek Inc. plans 

to expand its reach into emerging markets. This will involve strategic partnerships and 

the development of a robust distribution network to serve a broader customer base. 

 Customer-Centric Approach: Understanding customer needs and feedback has always 

been at the heart of GAO Tek Inc.‟s marketing strategy. The company intends to further 

personalize its services and products to meet the specific requirements of various 

industries. 

 Sustainable Practices: GAO Tek inc. is committed to sustainability of digital marketing 

and e-commerce in today‟s business world. GAO Tek Inc. will enhance its online 

presence through targeted campaigns and an optimized e-commerce platform, ensuring a 

seamless customer experience. 

 Digital Marketing and E-Commerce: The company recognizes the importance of digital 

marketing and e-commerce in today‟s business world. GAO Tek Inc. will enhance its 

online presence through targeted campaigns and an optimized e-commerce platform, 

ensuring a seamless customer experience. 

 Innovation in Customer Service: GAO Tek Inc. will invest in innovative customer service 

solutions, including AI and machine learning, to provide faster and more efficient 

support. This will help in building long-term customer relationships and loyalty. 
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GAO Tek inc.‟s strategic marketing practices are designed to adopt to the changing market 

dynamics while staying true to the company‟s core values of innovation, quality, and 

customer satisfaction. The future looks promising with a clear vision to not only meet but 

exceed customer expectations.  

 

 

6.2 Conclusion 

The internship at GAO Tek Inc. has been a remarkable journey of learning and professional 

growth. It provided a unique opportunity to observe and participate in the strategic marketing 

practices of a leading technology company. The experience has highlighted the importance of 

innovation, customer focus, and adaptability in today‟s fast-paced business environment. 

GAO Tek Inc.‟s commitment to technological advancement, global expansion and 

sustainable practices has set a benchmark in the industry. The company‟s forward-thinking 

approach in digital marketing strategies but also a reflection of its dedication to excellence. 

As I conclude my internship, I carry with me not just the knowledge of effective marketing 

strategy but also the practical insights into their implementation. The skills and 

understanding gained during this period will undoubtedly be invaluable in my future 

endeavors. 

GAO Tek Inc.‟s trajectory is testament to the power of strategic marketing and its role in 

driving business success. As the company continues to innovate and grow, it serves as an 

inspiration for aspiring marketers to be dynamic, creative, and always customer-centric.   
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APPENDIX 

Market Survey Questioner 

 

Appendix A: Interview and Responses 

A.1 Market, Product, and Production Related Questions 

Q: What are the main markets that GAO Tek Inc. serves? 

A: GAO Tek Inc. primarily serves the telecommunications, IT, and electronics manufacturing 

industries. We also cater to educational institutions and government agencies globally. 

Q: Can you describe the product development process at GAO Tek Inc.? 

A: Our product development process involves extensive market research, prototype 

development, rigorous testing, and iterative improvements based on feedback. We ensure that 

each product meets high standards of quality and functionality before release. 

Q: How does GAO Tek Inc. ensure the efficiency of its production process? 

A: We utilize advanced manufacturing technologies and follow lean production principles to 

maximize efficiency. Continuous improvement practices and regular audits help us maintain high 

production standards and minimize waste. 

 

A.2 General Questions 

Q: What is the vision and mission of GAO Tek Inc.? 

A: Our vision is to be a global leader in electronic measurement instruments and test equipment. 

Our mission is to provide innovative, high-quality products that meet the evolving needs of our 

customers while maintaining exceptional service and support. 
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Q: How does GAO Tek Inc. stay ahead in the industry? 

A: We stay ahead by investing in research and development, closely monitoring industry trends, 

and being adaptable to changes. Innovation and customer satisfaction are at the core of our 

strategy. 

 

A.3 Questions Relating to Distribution 

Q: What distribution channels does GAO Tek Inc. use? 

A: We use a mix of direct sales, online platforms, and partnerships with distributors and resellers 

to reach our customers. This multi-channel approach ensures wide accessibility of our products. 

Q: How does GAO Tek Inc. manage logistics and supply chain challenges? 

A: We have a robust logistics and supply chain management system that includes strategic 

partnerships with reliable suppliers, advanced inventory management, and contingency planning 

to handle disruptions. 

 

A.4 Promotion Related Questions 

Q: What promotional strategies does GAO Tek Inc. employ? 

A: Our promotional strategies include digital marketing, participation in industry trade shows, 

webinars, and direct marketing campaigns. We also leverage social media and content marketing 

to engage with our audience. 

Q: How does GAO Tek Inc. measure the effectiveness of its promotional activities? 

A: We use key performance indicators (KPIs) such as website traffic, conversion rates, customer 

engagement metrics, and sales figures to measure the effectiveness of our promotional activities. 
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A.5 Questions Relating to Price 

Q: What pricing strategies does GAO Tek Inc. use? 

A: Our pricing strategies are based on competitive analysis, cost-plus pricing, and value-based 

pricing. We aim to offer competitive prices while ensuring the quality and value of our products. 

Q: How does GAO Tek Inc. handle pricing adjustments? 

A: We regularly review market conditions and adjust our prices accordingly. This includes 

considering factors such as production costs, competitor pricing, and customer demand. 

 

A.6 Sales Related Questions 

Q: What are the primary sales channels for GAO Tek Inc.? 

A: Our primary sales channels include direct sales through our website, online marketplaces, and 

authorized distributors and resellers. 

Q: How does GAO Tek Inc. train its sales team? 

A: Our sales team undergoes regular training sessions that cover product knowledge, sales 

techniques, and customer service skills. We also provide ongoing support and resources to help 

them stay updated with the latest developments. 
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A.7 Competition Related Questions 

Q: Who are the main competitors of GAO Tek Inc.? 

A: Our main competitors are other manufacturers of electronic measurement instruments and test 

equipment, such as Fluke Corporation and Keysight Technologies. 

Q: How does GAO Tek Inc. differentiate itself from its competitors? 

A: We differentiate ourselves through our commitment to innovation, quality, and customer 

service. Our products offer unique features and reliable performance at competitive prices, and 

our customer support is second to none. 

Q: What challenges does GAO Tek Inc. face in the competitive landscape? 

A: Key challenges include staying ahead of technological advancements, maintaining 

competitive pricing, and addressing the diverse needs of our global customer base. We tackle 

these challenges through continuous innovation and adaptability.  

 

Supporting Data for Analysis: 

The questionnaire includes direct responses from GAO Tek Inc. about their market, production 

processes, distribution channels, promotional strategies, pricing, and sales. This primary data 

supports the report's detailed analysis and conclusions about the company's strategic marketing 

practices. For instance, the responses about market and product development processes provide 

firsthand insights into GAO Tek's operational efficiencies and product strategies. 

Customer and Market Insights: 

The questionnaire captures vital information about the markets served by GAO Tek Inc., their 

product development approach, and how they stay competitive. These insights align with the 

report‟s sections discussing the company‟s market positioning, customer engagement, and 

product lifecycle management. The alignment of questionnaire responses with report content 

ensures a consistent and comprehensive understanding of GAO Tek's market strategies. 
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Validation of Strategic Practices: 

The responses related to GAO Tek Inc.‟s promotional strategies and pricing adjustments offer 

real-world validation of the strategic practices discussed in the main report. For example, the 

company's use of digital marketing and participation in trade shows mentioned in the 

questionnaire echoes the report's emphasis on these strategies as part of the company's marketing 

mix. 

 

Enhanced Credibility: 

Including the "Market Survey Questionnaire" enhances the report's credibility by demonstrating 

that the analysis is grounded in actual company practices and direct feedback from the company 

itself. This direct linkage between GAO Tek Inc.‟s strategic practices and the report‟s findings 

strengthens the overall argument and conclusions drawn in the report. 

 

Comprehensive Understanding: 

The questionnaire responses contribute to a holistic view of GAO Tek Inc.'s operations, 

complementing the secondary research and analysis presented in the report. By covering a wide 

range of topics from product development to sales training, the questionnaire ensures that the 

report encompasses a comprehensive understanding of the company's strategic marketing 

practices. 


